Bees wc be to ht a ane - 
Shar arec 5 
i 


MANA’s continuing effort is to provide agents and manufacturers with as much resource material as possible. 
Previous issues of Agency Sales magazine and copies of individual articles are available at minimal cost. Back issues of 
Agency Sales (call MANA for availability) are $7.50 each. Copies of individual articles are $3.00 each to MANA 
members and $6.50 each to non-members and Agency Sales subscribers. California residents/business locations, please 
add 7.75% sales tax to your order. All orders must be accompanied by a check made payable to MANA in U.S. dollars 
drawn on a U.S. bank or International Money Order for U.S. dollars. Ten-dollar charge on all checks returned from the 
bank. For more information, contact MANA toll free at 1-877-626-2776, locally call (949) 859-4040 or by e-mail at 
mana@manaonline.org. MANA members can view and print Agency Sales articles from the Member Area of the 
MANA web site, www.MANAonline.org, click on “Agency Sales Article Index.” 


Agency Operations 

¢ Business Planning 

$100,000 Club, The (November 03, p. 48) 

Biggest Time Wasters For Salespeople (Dave Kahle, 
December 03, p. 59) 

Demand For Reps Continues To Grow (Joseph W. Miller, 
January 03, p. 16) 

Do You Run Your Business Or Does It Run You? (Barton 
Goldsmith, Ph.D., April 03, p. 48) 

Employing A One-Two Punch To Meet Challenges (July 
03, p. 12) 

Finding The Silver Lining Among The Clouds 
(November 03, p. 37) 

Health Insurance Market Update (Paula L. Wilson, 
RHU, REBC, January 03, p. 22) 

MANA President Reports On Health Care Issue (April 
03, p. 30) 

Ninth Time Management Secret: Nurture Helpful 
Relationships, The (Dave Kahle, September 03, p. 49) 

Procrastination: The New Master Skill Of Time 
Management (Landy Chase, September 03, p. 60) 

Small Reps Point To Variety Of Business Coping 
Strategies (January 03, p. 6) 

Strength Means Knowing The Specifics (November 03, 
p. 6) 

Turning Chaos Into Calm: Creating Your Productive 
Environment (Barbara Hemphill, April 03 p. 56) 

Value Of Association Membership, The (November 03, 
p. 12) 

Who Are You? (Barbara Hemphill, August 03, p. 62) 


* Compensating Salespeople 

Canadian Repping: It Works To Reward The Rep 
(December 03, p. 22) 

¢ Customer Relations 

Future Of Your Job May Be In A Word, The (John R. 
Graham, December 03, p. 50) 

How To Find Out What Your Customers Want, (Pam 
Mitchell, January 03, p. 40) 

Steps For Building Trust And Rapport (John Boe, May 
03, p. 25) 

¢ Employee Management 

Keys To Accountability (Dave Anderson, October 03, 
p. 29) 

* Marketing/Sales/Selling 

21st Century Selling Requires A Unique Mind-Set (Bill 
Brooks, August 03, p. 38) 

Awesome Power Of Asking The Right Questions, The 
(Barton Goldsmith, Ph.D., January 03, p. 28) 

Canadian Repping: Hitting The Ground Running From 
Day One (November 03, p. 15) 

Canadian Repping: Planning And Strategizing For The 
Future (September 03, p. 31) 

Common Mistakes Salespeople Make (Dave Kahle, June 
03, p. 51) 

Derailing A Successful Sales Career (Bill Brooks, March 
03, p. 59) 

Espousing A Simple Marketing Philosophy (April 03, p. 25) 

Foundations For Success In Sales: Love What You Do, 
Appreciate What You Have (Landy Chase, June 03, 
p. 27) 
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2003 Index of Articles 


Great Ways To Kill Your Agency’s Marketing Efforts 
(John R. Graham, May 03, p. 51) 

How Do You Change the Behavior Of An Experienced 
Salesperson? (Dave Kahle, July 03, p. 59) 

How Mental Images Shape Sales Performance (John R. 
Graham, October 03, p. 49) 

How To Present Your Product With No Resistance (Bill 
Brooks, February 03, p. 26) 

How To Sell More When Others Are Selling Less (John 
R. Graham, June 03, p. 37) 

Myth Of Good Closing Skills, The (Landy Chase, 
February 03, p. 29) 

Overcome Objections And Close The Sale (John Boe, 
September 03, p. 26) 

Perfect Reasons To Stop Making Cold Calls In The Eyes 
Of A Rep (Harry J. Abramson, December 03, p. 26) 

Practice The Seven Secrets of Sales Success (Brian Tracy, 
May 03, p. 60) 

Recognizing Behavioral Buying Patterns (Michael Rega 
and Lisa Clayton, November 03, p. 34) 

Reps Reap The Benefits Of Increased Demand (August 
03, p. 6) 


GOPSN 


Sl leet 


JOBS SI 


Sales Driven Just Doesn’t Do It Anymore (John R. 
Graham, January 03, p. 51) 

Show And Tell (John Boe, November 03, p. 32) 

Sluggish Sales? Ways To Get Past The Excuses And 
Increase Profits (William Blades, February 03, p. 40) 

Solution Provider Not A Salesman, A (September 03, p. 10) 

Speak Not — Sell A Lot (Al Auger, February 03, p. 48) 

Staying On Top Of The Sales Game (John R. Graham, 
February 03, p. 20) 

Taking Your Sales Performance Up A Notch (Dave 
Kahle, February 03, p. 51) 

Those That Adapt Win (Paul Pease, August 03, p. 40) 

Turbocharging Sales (Dan Kuschell, June 03, p. 60) 

What Helps Salespeople sai (Paul Pease, June 03, 
p. 35) 

What Business Are You Really In? (Bill Brooks, 
November 03, p. 56) 

Why Your Best Sales Leads End Up In The Trash (Steve 
Underation, August 03, p. 27) 

¢ Starting An Agency 

Agency Opens The Door, And Then What? An 
(February 03, p. 6) 


How do you currently generate business? 


How can you get your company better exposure? 
How will you maximize your marketing dollar? 


Job Shop Synergy—The premier marketing program that helps you locate, close 
and retain profitable customers. The combined promotional power of job Shop 
Shows, Job Shop Technology magazine, job Shop Network, and RepPlace, brings 
together the nation’s leading contract manufacturers and OEMs. 


Contact us today and let Job Shop Synergy take your marketing to new levels, 


1.800.603. 7384 


DA SLE RINE Toe 


www ww jobshopshows. com www jobshoptechnology. com  wwwJobshop.com 
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2003 Index of Articles 


Learning From Agency Beginnings (February 03, p. 9) 

Name Is More Than Just A Name, A (February 03, 
p. 16) 

* Sub-Reps 

Importance Of Finding The Right Sub-Rep, The (June 
03, p. 6) 

Sub-Reps Provide A Win-Win-Win Selling Solution 
(June 03, p. 8) 

* Succession Planning 

Continuity of Lines For The One-Person Rep Agency 
(Jerry Leth, May 03, p. 20) 

¢ Territory 

Territory Planning: The Mission Sales Process (Steve 
Lippock, November 03, p. 24) 

¢ Training 

Law Of The Iceberg: Having A Heart For Selling, The 
(Todd Duncan, May 03, p. 28) 


Agency-Principal Relationship 

* Building/Maintaining Relationship 

Distributors Design The Dream Sales Rep: What Are 
The Best And Worst Attributes? (Mary Esch, July 03, 
p. 36) 

Do The Job, And They Will Find You (May 03, p. 15) 

Manufacturer Looks To New Market (August 03, p. 19) 

Viewing The Service Manufacturer And Rep Provide 
Each Other (May 03, p. 11) 

¢ Finding/Selecting Agents 

Filling Out Your MANA Profile (Jerry Leth, November 
03, p. 20) 

Recruit Your Way To The Top (John Boe, June 03, p. 12) 

¢ Terminating Relationship 

Integrating Convenience Representative Agreements 


(Glen Balzer, July 03, p. 22) 


Commissions 

¢ Paying 

Publication Aims At Protecting Rep’s Commissions (July 
03, p. 24) 

¢ Rates 

Static State Of Commissions, The (October 03, p. 12) 

¢ Split Commissions 

Any Split Commission Is A Commission Reduction 


(Charles RP Shaw, March 03, p. 39) 


Communication 

Being Responsive Enough To Prospects And Customers 
(Bill Brooks, May 03, p. 38) 

Power Of Active Listening, The (Bill Brooks, December 
03, p. 37) 

Talking Our Way Out Of Sales (John R. Graham, August 
03, p. 59) 


Education 

CPMR Courses Keep On Top Of Rep Developments — 
Part | (October 03, p. 18) 

CPMR Courses Keep On Top Of Rep Developments — 
Part 2 (November 03, p. 27) 

CPMR Translates Well Into Any Language (June 03, p. 19) 

Keystone Conference Lets Reps Learn From Reps 
(December 03, p. 32) 

MANA Symposium Covers Rep’s Legal Ground 
(December 03, p. 14) 

MRERF Maps Course For 2003 (July 03, p. 29) 

Some Summer Reading Suggestions (July 03, p. 62) 


Globalization/Foreign Trade 

Agency Bridges The Atlantic (September 03, p. 6) 

Canadian Repping: A Logical Approach To Synergistic 
Selling (October 03, p. 6) 

Challenge Of Selecting An Overseas Agent, The (Peter 
Heumueller, March 03, p. 19) 

Counterpoint (Globalization) (Joseph W. Miller, April 
03, p. 40) 

Hannover Fair Brings The World To Reps (July 03, p. 6) 

IUCAB Passes Half-Century Mark (August 03, p. 31) 

MANA China Study Mission Offers Business View From 
The Other Side Of The World (May 03, p. 5) 

Reps Can Thrive In A Shrinking World (March 03, p. 12) 

Study In Differences, A (June 03, p. 22) 

Truth About Representing Products From China — 
Part 1, The (Michael Bloom, September 03, p. 14) 

Truth About Representing Products From China — 
Part 2, The (Michael Bloom, October 03, p. 26) 

Why Globalization Is Imperfect In The Eyes Of A Rep 
(Harry J. Abramson, April 03, p. 37) 


Legal/Contracts 

Casting A Legal Eye On The Rep’s Concerns (December 
03, p. 19) 

Focusing On The Rep’s Major Legal Concerns (April 03, 
p. 12) 

How A Non-Compete Can Help Your Business (Barbara 
H. Kramer, April 03, p. 19) 

Implied Territorial Exclusivity In Sales Representative 
Agreements (Ronald J. Wronko, Esq., August 03, p. 51) 

Legal Professionals Offer View Of Rep Concerns (April 
03, p. 6) 

Non-Disclosure And Non-Competition Provisions In 
Sales Agreements (Gerald M. Newman, April 03, p. 16) 

Performance Management Without Pain — And Without 
Lawsuits (Patricia S. Eyres, March 03, p. 49) 

Two Topics Of Concern To Reps (Stephen K. Valentine, 
Jr., January 03, p. 38) 

Winning And Losing At The Same Time (August 03, p. 13) 
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Legislation 

Small Business Legislative Council Advocacy Report 
(May 03, p. 18) 

What “Intentional” Means Under The Michigan Sales 
Representative Commission Act (MI SRCA) (Stephen 
K. Valentine, Jr., September 03, p. 25) 


CieS 


Member Profiles 

MacKellar Associates Celebrates 80th Annivesary (April 
03, p. 34) 

Performing On A Worldwide (Marketing) Stage (March 
03, p. 6) 

Single-Man Agency Shows It’s Up To The Task (January 
03, p. 12) 

Triple Play Translates To International Success (June 03, 
p. 31) 


Sister Asseciations 

AIM/R Members Get A Lesson From The NFL 
(September 03, p. 19) 

Gift Industry Reps To Share Similarities And Differences 
(July 03, p. 19) 

Multiple Association Membership A Must For 
Professional Rep Firms (Joseph W. Miller, March 03, 
p. 27) 


Staying Ahead Of The Curve (March 03, p. 23) 


Technology 

¢ E-Commerce 

How A Sales Agency Uses Technology To Improve Sales, 
Service And Profitability (Gil LaCroix, September 03, 
p. 34) 

* General Internet 

Don’t Get Left Behind With The Web (December 03, p. 6) 

Every Manufacturer Needs A CTO (And Some Reps Do 
Too) (Gregg Marshall, January 03, p. 34) 

Hoping For An Anti-Spam World (October 03, p. 21) 

Slash Your Tech Support Bills — Support Yourself First 
(Brian J. Nichelson, Ph.D., May 03, p. 32) 

Some Web Site Do’s And Don’ts (December 03, p. 9) 

¢ Hardware 

Technology Available To The Rep And Principal (John 
McNellis, July 03, p. 10) 

¢ Software 

In-Depth Look At A Rep-Specific Software Package — 
Part 1, An (Gregg Marshall, July 03, p. 14) 

In-Depth Look At A Rep-Specific Software Package — 
Part 2, An (Gregg Marshall, August 03, p. 22) 

It’s Time To Become A Movie Producer (Gregg Marshall, 
February 03, p. 34) 


Situations you don’t want to be in. 


1. In the rain without an umbrella. 
2. Up a creek without a paddle. 


3. Under the weather. 


MANA Term Life Insurance 4. Or without life insurance. 


If you are the primary source of income for your family, it’s imperative 
that you think about purchasing life insurance. Imagine what $200,000 
of tax-free life insurance would mean to your family if you died prematurely. 


The MANA Group Term Life Insurance Program offers you a wonderful 
opportunity to purchase substantial amounts of insurance at low, group 
premium rates. Plus, the plan is underwritten by New York Life 
Insurance Company, an A+ rated, U.S. based company. 


The MANA Group Term Life Insurance Plan provides: 
- Member/Employee coverage up to $500,000 

- Spouse coverage up to $250,000 

- Children coverage for $5,000 

- Waiver of premium benefit 

- Volume and non-smoker discounts 


For more information or to receive a complete information kit and 
application, call the MANA Insurance Office at 1-800-552-9858. 


MANA 


MANA Group Insurance Office 1-800-552-9858 
PEOPLE CARING FOR PEOPLE. 
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